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XVIII/4 Oct-Dec 82 p. 


XVII/3 July-Sept 81 p. 
XVI/1 Jan-Mar 80 p. 
XV/3 July-Sept 79 p. 


XIX/3 July-Sept 83 p. 
XVII/1 Jan-Mar 81 p. 


Middle East 

Selling through agents: the law in 
three Middle East markets 

Wooden building materials: 
attractive openings in Middle 
East market 

The Gulf states—ripe for fruits 
and vegetables 


Nepal 
How Nepai launched a national 
export strategy 


Netherlands 
CBI: a decade of service to 
developing countries 


Oman 
The Gulf states—ripe for fruits 
and vegetables 


Philippines 
How nontraditionals have 
spearheaded Philippine export 


Philippine handicrafts : 
responding to the market 


Saudi Arabia 
The Gulf states—ripe for fruits 
and vegetables 


Sri Lanka 

How Sri Lanka has developed an 
effective duty rebate scheme 

Selecting products for export 
development 


Sweden 
A promotional campaign for green 
pepper 


United Arab Emirates 

Selling through agents: the law in 
three Middle East markets 

The Gulf states—ripe for fruits 
and vegetables 


United 
UKTA: ten years as a catalyst for 
trade expansion 


USA 
Spice promotion in the United 
States 


Yemen 
The Gulf states—ripe for fruits 
and vegetables 
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XVIII/1 Jan-Mar 82 p. 
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XVIII/4 Oct-Dec 82 p. 
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XV/4 Oct-Dec 79 p. 


XIX/3 July-Sept 83 p. 
XVII/1 Jan-Mar 81 p. 


XIX/4 Oct-Dec 83 p. 


XVI/3 July-Sept 80 p. 


XVII/1 Jan-Mar 81 p. 


Products 


Asparagus 
Canned asparagus exports 


Ceramic tiles 

Ceramic tiles—a market with 
favourable prospects over the 
long term 


XV/2 Apr-June 79 p. 


XIX/3 July-Sept 83 p. 


Engineering goods 
EEPC: promoting Indian 
engineering exports 

Fertilizers 


Information requirements for 
importing chemical fertilizers 


XVII/2 Apr-June 81 p. 


XIX/4 Oct-Dec 83 p. 
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